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Michael Faulkner
Editor

xa XL has appointed Christo-
pher Read as chief operation
officer of its UK legal entities
in a number of senior ap-

pointments to its UK client and country
management team.

Read joins from EY, where he was an
associate partner. Before that he was
the chief executive of Axa’s general in-
surance business in Hong Kong.

In addition, Louise Piper has been ap-
pointed UK head of client and distribu-
tion, while Harpreet Sanghera has been
named strategy director for the UK.

Axa XL said the appointments are
part of the ongoing integration project
for the legacy Axa and XL businesses.

Paul Greensmith, chief executive of
UK legal entities at Axa XL, said the trio
“will play an essential role in develop-
ing and executing the strategy for Axa
XL in the UK and delivering the broader
capabilities of the Axa group to our cli-
ents and brokers”.

AIG's Klepper joins Axa XL to
oversee short-tail lines

Axa XL has named Robert Klepper as
chief underwriting officer for short-
tail insurance lines, writes Michael
Faulkner.

Klepper joins from AIG, where he
most recently held the position of
president of client risk solutions.

A 30-year insurance industry vet-
eran, Klepper’s career includes a
number of senior global management
positions in the US, Bermuda, UK and
Asia-Pacific.

This includes a period with XL,
where he spent more than a decade
as global product line manager for the
group’s property, energy, construction,
fine art and specie insurance lines and

risk engineering.
In his new role, Klepper will be re-

sponsible for developing core under-
writing strategies and “optimising”
product profitability for short-tail in-
surance lines.

Axa XL said he will work the firm’s
business line leaders around the globe
to “develop strategies to achieve their
financial objectives and leverage data
and analytics to drive underwriting
excellence and profitability”.

Jason Harris, chief executive of glob-
al property/casualty insurance at Axa
XL, said Klepper has an “impressive
underwriting track record and [a] rep-
utation for developing strong working
relationships with reinsurers, brokers
and clients”.
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Bermudian execs look to better
times ahead as market shifts

The reinsurance rate rises seen at the mid-year renewals reflect an updated view of risk and
tighter retro capacity but carriers on Bermuda are hoping the price momentum will continue

Lorenzo Spoerry
Deputy editor

he Bermudian reinsur-
ance market is breathing
a sigh of relief as June’s
renewals, while disap-
pointing for some, point to further
market hardening, even though
pricing was only keeping pace
with the market’s view of risk.

The summer renewals saw the
first meaningful pick-up in rates,
according to executives speaking
to Insurance Day in Bermuda,
even if some individual large ce-
dants have reported victories in
negotiations.

Cathal Carr, head of Bermuda
property for RenaissanceRe, said
the carrier had seen increases
between 10% and 40%, with wide
variation across clients and indi-
vidual layers.

“There were obviously difficult
decisions we needed to make,”
Carr said, “but, ultimately, we
were pleased with the portfolio
we’ve constructed.”

Roman Romeo, deputy chief
underwriting officer of Axis Re
Bermuda, also said the carrier
saw most contracts renew be-
tween 10% and 40%, although he
acknowledged being “a bit disap-
pointed” even by those increases.

For many carriers, this was the
natural consequence of a change
in views of the underlying risks,
given the significant deterioration
seen on losses from Hurricane
Irma and the fraud connected
to assignment of benefits (AoB)
abuses in Florida.

Paul Simons, head of Axa XL’s
US property and casualty treaty in
Bermuda, said things had reached
a point where carriers had to ac-
knowledge they were not getting
paid adequately for their busi-
ness. Axa XL had sought to push
for rate increases last year, but
these attempts were less success-
ful than hoped for.

Like Carr, Simons emphasised
the rate changes were based on
Axa XL's changing view of the
risk, rather than changing supply/
demand dynamics.

As a result, the increases meant
when looking from the perspec-

tive of loss ratios, the increases
were “price neutral”, according
to Mike Krefta, chief executive of
Hiscox Re & ILS.

One reinsurance broker on the
island told Insurance Day inter-
mediaries as a whole were sur-
prised by the tough line taken by
carriers at these renewals, when
many had expected them to give
in to brokers’ demands.

Many Bermudian carriers are
understood to have reduced the
size of their Florida book, which,
one broker said, had been taken
in part by Swiss Re, Gen Re and
to some extent the Lloyd’s mar-
ket. RenRe’s Florida portfolio de-
creased during these renewals to
less than 4% of total premiums,
according to Carr.

Part of the problem has been
the tightening in the retro mar-
ket, where prices have risen by a
third. For those reinsurers very
dependent on it, this has consider-
ably increased the cost of capital,
and forced them to retreat.

Importance of data
Several carriers said the quali-
ty of data provided by cedants

made a big difference to the
prices they quoted. “We did a lot
of work around an analysis of
our client’s performance for the
past events,” Simons said. “[We
looked] at Irma and Michael and
even Matthew the year before
and benchmark[ed] the perfor-
mance by client.”

Matt Wilken, deputy global
head of reinsurance at Ariel Re,
said the disasters of the past two
years had led reinsurers to test
their assumptions about indi-
vidual cedants rigorously and to
change their pricing accordingly.

“The net effect is we did reduce
[rates] on some clients; we tried
to increase on others and some
we had to agree to disagree with,”
Wilkins said. He also pointed to
what he saw as worrying trends
as losses from Michael and Irma
look to be creeping upwards.

Better times ahead?

Several carriers and brokers that
spoke to Insurance Day expect
the recent turnaround in rates
to continue through to January
1, 2020, although Wilkins said he
does not expect any “paradigm

shift”, barring a significant loss.

However, a big loss could have
very significant repercussions.
Insurance-linked securities (ILS)
fund managers have said a third
consecutive year of big losses
could lead to a market rout by
investors tired of the sea of
red ink.

Romeo agreed all else being
equal, the market is likely to see
rate increases at upcoming re-
newals, and even clients that
had not seen losses were “starting
to understand” the need for rate
increases.

Several market participants
expressed scepticism that upcom-
ing legislative reforms to stem
the tide of AoB abuses will make
a real dent, with Carr pointing to
the “creativity” of plaintiff law-
yers in the state.

Many are taking a wait-and-see
approach when considering pric-
ing for Florida business, fearing
that some loophole will force rein-
surers to bear the cost regardless.

Insurance Day’s Bermuda
roundtable will be published
next month
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Rebuilding a struggling
construction liability market

By taking a tougher approach to
contractors’ professional liability
risks, the insurance industry
can be a more reliable partner to
construction companies

Michael Attwell

Beazley

s publication of the

official report into the

Grenfell Tower fire is

delayed and drawing
conclusions proves “a far more
complex and time-consuming
task than originally anticipated”,
according to the solicitor to the
inquiry, this seems an ideal time
for the construction and con-
tractors’ liability markets to take
stock. Why have insurers routine-
ly accepted complex risks on chal-
lenging terms and what needs to
change so we can play our part in
ensuring another similar disaster
never happens again?

Historically, we have seen over-
capacity in the contractors’ mar-
ket, with too many companies
chasing too little business. This
has enabled clients, across both
the private and public sectors, to
pressure businesses into reducing
their pricing. The result has been
a squeeze on margins so fierce the
top 10 contractors’ margins fell
below 0.5% in 2018.

This pressure has not just been
on margins, but also on where
risk is retained. Following the
2008 banking crisis, contractors
that considered themselves ad-
ept at delivering complex civil
engineering projects bid aggres-
sively to win large, complex
engineering, procurement and
construction (EPC) contracts,
such as waste-to-energy projects,
after other work dried up. There
was a tail wind blowing as the UK
government pumped money into
waste-to-energy. But many firms
appeared to sign up to contract
terms they did not fully under-
stand to deliver complex industri-
al projects they did not necessarily
have the skills to co-ordinate.

There have been cases where

firms found the supply chain was
more complex than they expect-
ed and inputs, such as household
waste and biomass in the case
of waste to energy, were more
varied than the contract terms
anticipated. Project after project
has been delivered late, over bud-
get or unable to meet the perfor-
mance specifications written into
the contract terms.

In fact, the sector has acquired
such a poor reputation that com-
panies of all sizes now struggle to
attract finance.

Responsibility

However, responsibility cannot
be laid entirely at the contractors’
door. Clients, and in particular
government, can also be consid-
ered partly to blame for the cur-
rent parlous state of the market.

After the financial crash, a na-
tional policy of austerity created
an extended period in which the
government, effectively, sought
to procure assets below sustain-
able levels. Undoubtedly, the fo-
cus on cost over value was highly
detrimental in many parts of the
economy, but the problem comes
into acute focus when we consid-
er the added impact of more re-
cent events.

Since the tragic summer’s night
in west London in 2017, when a
blaze destroyed the Grenfell Tow-
er, a number of systemic issues
within the construction industry
has been brought to light.

These issues include the wide-
spread use of cladding panels and
insulation that had not met build-
ing regulations and fire compart-
mentation systems that simply
were never installed. It seems cost
has often prevailed over quality.

There are some contractors that
will argue “building regulations
allowed us to act in this way”; “we
were doing the same as everyone
else in the industry”; and “austeri-
ty and the need for cost reductions
drove this behaviour”.

Ultimately, however, Grenfell
demonstrates how terrible the
consequences can be when an
industry and its supply chain,
attempts to deliver against un-
realistic contract terms on behalf
of a customer that is prepared
to condone a regulatory system
that lacks clarity and a building
inspection system that lacks inde-
pendence and rigour.

Making a difference

The insurance industry is not
without blame here either. We
have provided cover for private
building inspectors, architects,
engineers and contractors with-
out asking the searching ques-
tions or pricing for their true
risks. A great deal of the costs
to rectify these issues has been
borne by the professional liabil-
ity market.

But we have no obligation to
carry on accepting some of these
risks. In the same way that the
construction  all-risks market
subjects projects to a thorough
survey regime, there is no reason
why greater insurer due diligence

cannot be brought to bear in con-
tractors’ liability. More granular
examination of the professional
and commercial risks assumed by
contractors would mean insurers
would exclude some risks, but
also support contractors to en-
force higher standards, and there-
fore pricing, on others.

It is even possible a lack of fi-
nancial guarantees from willing
insurance partners could bring an
end to poor practice in the broad-
er construction market as it did in
the waste-to-energy sector.

If, as a market, we have to play
tough to help contractors achieve
better pricing and risk alloca-
tion, this might not be an entirely
bad thing. Greater scrutiny is
becoming the norm and some
exposures — particularly in fire
cladding and fire prevention -
have become virtually uninsur-
able. Within the past 12 months,
we have seen capacity shrink and
premiums rise considerably in
the construction professional lia-
bility market, which would indi-
cate that the cost of risk transfer
is changing.

We are taking the lead on form-
ing an industry working group to
encourage a more joined-up ap-
proach and to drive best practice
going forward.

The contractors’ professional li-
ability market is broken - in find-
ing ways to fix it, we will ensure
the insurance industry is able to
perform as a strong and reliable
partner through hard times, as
well as good.

Michael Attwell is professions
underwriter, architects, engineers
and contractors at Beazley

More granular examination
of the professional and
commercial risks assumed
by contractors would mean
insurers would exclude

some risks, but also support
contractors to enforce higher
standards, and therefore
pricing, on others
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The Lloyd’s market ‘needs to
[ [ ) J
feel different in 2020
Lloyd's has embarked on its biggest transformation since R&R in the mid-1990s but the
changes to the market since then make this a very different challenge
underwriter and incumbent

Scott Vincent
Editor, news services

he shake-up taking place

at Lloyd’s has been tout-

ed as the biggest change

since the introduction of
corporate capital and the subse-
quent Reconstruction & Renewal
(R&R) plan that rescued the mar-
ket from a liability crisis in the
mid-1990s.

The underwriting crackdown of
Decile 10 was the start of an evo-
lution that is expected to spark
significant change in the way busi-
ness is underwritten at Lloyd’s.
These changes are not without re-
sistance and not everyone agrees
as to how the future business
model for the market should look.

The overhaul of the Lloyd’s mar-
ket in the 1990s saw the entrance
of corporate capital and sparked a
reduction in the participation of
Lloyd’s names, the traditional pri-
vate capital backers of the Lloyd’s
market who had been hit so hard
before R&R.

While corporate capital is
now the dominant force backing
Lloyd’s syndicates, a smaller com-
munity of names continues to pro-
vide Lloyd’s capacity. The shift in
ownership over the past 25 years
has seen international insurance
groups emerge as the pre-eminent
backers of Lloyd’s syndicates.

At last week’s annual confer-
ence of the Association of Lloyd’s
Members (ALM), which represents
private capital providers to the
Lloyd’s market, longstanding mar-
ket participants outlined some of
the impacts of this shift in own-
ership. John Hamblin, a 40-year
veteran of the Lloyd’s market who
serves as chief underwriting offi-
cer at Blenheim, said this created
a situation where the “mother-
ship”, rather than the underwrit-
ers, shape the risk appetite. “The
mothership can then simply shift
underwriting to other platforms
outside Lloyd’s,” Hamblin said.

Several US and Bermudian
firms had diverted business away

‘At the time of R&R most of us had no
choice but to stand and fight for our
futures; now, owners see Lloyd's as a
platform for certain types of business
and distribution but reporting lines
and career paths lead all over the world’

David Shipley
Managing Agency Partners

from Lloyd’s to other underwrit-
ing platforms before the Decile
10 initiative amid concerns
about poor pricing in London.
As Lloyd’s cracks down on poor-
ly performing business, some
owners may also look to contin-
ue writing this business outside
Lloyd’s, given the restrictions put
in place by Lloyd’s management.

Business source

The way in which business is
sourced is also under scrutiny as
part of the changes taking place
at Lloyd’s. The high cost of setting
up new syndicates, coupled with
the challenges of getting these

syndicates approved by Lloyd’s,
has prompted many to follow the
less capital-intensive route of set-
ting up a managing general agent
(MGA) and accessing the market
as a Lloyd’s coverholder.

This boom in MGA formation is
now being examined by Lloyd’s
as it seeks to bring down the
market’s cost base. Coverholder
business was highlighted in “The
Future at Lloyd’s” prospectus as
bringing “materially higher ac-
quisition costs”.

As part of the strategy being
pursued, Lloyd’s has a goal of
making it easier and cheaper to do
business in the market. Hamblin

was one of the founders of Blen-
heim in 2017, having been part of
the start-up process at Cathedral
at the beginning of this century.
The difference between then and
now, he says, is the huge cost of
doing business at Lloyd’s and the
“incredible burden of regulation”.

At the ALM event, Hamblin
described how syndicates now
need to adhere to 750 minimum
standards that must be monitored
and signed off. “We need to work
much harder to reduce the costs
imposed on new businesses at
Lloyd’s,” he said.

The challenges in setting up
a syndicate are so significant
Hamblin admitted: “If I had my
time again, I probably wouldn’t
have come back in. I'd have done
it outside.”

Hamblin pointed out Stephen
Catlin, who he described as “prob-
ably Lloyd’s greatest entrepre-
neur”, has no plans at present to
come into Lloyd’s with his new
venture, Convex. “In his view, it’s
too expensive,” Hamblin said.

David Shipley, former active

chairman at Managing Agency
Partners, echoed some of Ham-
blin’s concerns, pointing out for
many of the current owners,
Lloyd’s is just a small piece of
the jigsaw. And while he believes
“Lloyd’s should be able to drag it-
self through the morass, as it has
done many times before”, Ship-
ley said the ownership structure
makes this more challenging than
was the case 25 years ago.

“One of the reasons Lloyd’s has
repeatedly survived is the glue
that bound it together. At the time
of R&R, most of us had no choice
but to stand and fight for our fu-
tures; now, owners see Lloyd’s as a
platform for certain types of busi-
ness and distribution but report-
ing lines and career paths lead all
over the world,” Shipley said.

Talent troubles

In addition, talent is spread much
too thinly in the market, with too
much volume written by people
without adequate knowledge,
he said. “There are failed under-
writers who seem to get a second
and third chance to lose money,
and too much business is writ-
ten through delegated authorities
without proper controls.”

Shipley said one of the challeng-
es was to ensure those working in
the market, alongside owners and
suppliers of capital, value Lloyd’s
significantly to pull together if
needed. “We don’t need capital
that has only loose ties to the mar-
ket and can walk out at the drop
of a hat,” he said.

In his address to the ALM
event, Lloyd’s chief executive,
John Neal, responded by welcom-
ing both positive and negative
feedback to the corporation’s
strategic plans. “We know we
have some brave decisions to
make and we must make those
decisions as a marketplace to
build on this incredible platform
and heritage,” he said. “We are
being thoughtful as to what we
can do and in what order. I'd ex-
pect you to see some change this
year — the market needs to begin
to feel different in 2020.”
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BIG INTERVIEW

Monoline and
thriving

There are good reasons why broker BPL Global has
stayed independent for the past 35 years and is enjoying
significant growth in today’s market environment

Rasaad Jamie
Global markets editor

t a time of rapid con-
solidation and an in-
creasing emphasis on
diversification, credit
and political risk insurance (CPRI)
broking firm BPL Global is thriv-
ing as an independent, monoline
broker in the London market.

James Esdaile and Sian Aspi-
nall, joint managing directors of
BPL Global, will neither confirm
nor deny whether approaches
by the bigger brokers are being
made to BPL Global, the oldest
and largest CPRI intermediary
in the market. For many com-
mentators, such a move would
make a lot more sense than some
of the recent deals that have tak-
en place.

But the message from Esdaile
and Aspinall could not be clear-
er: BPL Global views its indepen-
dence and its specialist focus as
competitive advantages in one of
the most niche areas of the insur-
ance market.

There are significant develop-
ments unfolding in the CPRI mar-
ket, which BPL Global is aiming
to benefit from, rather than fret
about the pace of broker consoli-
dation in the market. This is par-

ticularly the case now the firm
has completed its Brexit prepara-
tions, established a physical pres-
ence in the US and relocated its
headquarters in London to new
premises in the “Scalpel”, oppo-
site the Lloyd’s building.

While 2018 was quite a testing
year for the CPRI market, given
the tightening of risk appetite in
many areas of the market, there
was also new capacity coming in
from new and existing insurers
to meet the increased demand for
cover from the banking sector.

The net result has been relative
stability in the level of capacity
and the number of carriers in
the market, but the underlying
changes have been significant,
Esdaile says. “It is no secret many
insurers, particularly those in the
Lloyd’s market, are under pres-
sure. They have been subjected
to quite significant performance
reviews and are more risk-averse
than previously.”

The loss ratios for credit risk
at Lloyd’s have, historically, not
been brilliant “but they are im-
proving”, Esdaile says. “Lloyd’s
has put measures in place, cor-
rectly, to induce a higher stan-
dard of credit underwriting.
Those performance reviews and
other tests mean carriers that are
still in and committed to the class
will stay in because they have
been through that process.”

‘The approach to
CPRI risks in the

Lloyd’'s market is

now much more
principles- and
enterprise risk-
based’

Sian Aspinall
BPL Global

Pivotal year

In the aftermath of the global
financial crisis, CPRI products
aimed at banks have been tai-
lored towards meeting their
needs for capital relief under
international regulatory frame-
works such as Basel III. But in
2018 the game changed, accord-
ing to Aspinall. “Last year was
quite a pivotal year in this regard
because there were a lot of ques-
tions and challenges from regula-
tors in terms of testing the extent
to which the cover meets those
requirements, particularly from
the UK’s Prudential Regulation
Authority,” she adds.

In response to this challenge,
the market has worked together
as a collective to provide the data
and other evidence required by
the regulators. “The market suc-
cessfully navigated that hurdle
and, by doing so, has validated
the value of the product, which
has its own identity now within
the banking space. This validation
provides a much more stable plat-
form for the market to develop,”
Aspinall continues.

The really big achievement
here, according to Esdaile, is the
CPRI market was organised and,
for the very first time, spoke with
a unified voice on a single issue.
“This has not happened before.
But the market understood that
this was a significant issue which
had to be addressed collectively.
There was a high level of co-or-
dination among brokers and car-
riers, which was very positive in
terms of the market’s own narra-
tive,” he says.

“But it was also positive in
terms of the statistics, in terms of
the underwriting and claims data
the market has managed to collect
and to collate. We see it as part of
the ongoing maturity of the mar-
ket. It is about how the market
makes the case on behalf of itself
and its clients to the regulator.”

‘The New York
office will help
us stay relevant

to our clients and

to compete more
effectively in the

Americas’

James Esdaile
BPL Global

Indeed, banks themselves are
already extending their use of
CPRI into other areas of their
business, Aspinall says. “Project
finance deals have grown mas-
sively in the market. The market
has also extended its ability to
write longer-term policies with
higher limits to support that
growth because CPRI is so in
demand in the project finance
areas. CPRI cover is also increas-
ingly being used by non-bank
financial institutions such as ven-
ture capital/private equity and
investment houses, which don’t
have a banking licence.”

Another significant develop-
ment for the market last year
was the decision by Lloyd’s to
amend the market protocols for
the underwriting of CPRI risks.
Underwriters now have the
ability to write a wider pool of
different risks within the CPRI
space, which Aspinall describes
as a very positive development
for the market.

The changes remove some of
the barriers that prevented un-
derwriters from making a diver-
sified risk selection across the
class, which was very strictly
rules-based, she says.

“The approach to CPRI risks in
the Lloyd’s market is now much
more principles- and enterprise
risk-based, a move which has
been widely welcomed by the
market and clients. It also en-
ables Lloyd’s carriers to write
non-trade-related credit risks, as
long as they is signed off in their
business plans and they have
the expertise and the capacity to
write that kind and size of risk,”
Aspinall adds.

BPL Global’s office in New
York, which opened for business
in March this year, will service
its growing business in the US
and the wider Americas region.
Compared with Europe and the
UK, the use of credit insurance
by businesses in the US is in its
relative infancy and the market
is deemed to have huge poten-

tial. BPL Global also has offices in
London, Paris, Singapore, Hong
Kong, Dubai and Geneva.

The US and Latin American
markets are set to become a very
big part of BPL Global’s port-
folio. Esdaile says it is widely
recognised by clients and com-
petitors that BPL Global now has
the strongest team, currently
consisting of six brokers, in the
US market.

The New York office also has a
global, rather than just a region-
al, function in terms of servicing
the firm’s international clients.
“The idea is to service the client
across multiple geographies. Of
course, the New York office will
help us stay relevant to our cli-
ents and to compete more effec-
tively in the Americas,” Esdaile
says. “But the idea is not just to
maintain and service existing
clients — our ambition is to grow
the book significantly in terms
of new clients. Latin America is
a key area for us. Half the people
in the New York office are Span-
ish speakers.”

The New York office is the fi-
nal piece of the jigsaw, he says.
“There are no current plans to
extend our footprint any further.
We have to be careful. It takes a
lot of management time, and re-
sources, to establish and monitor
the governance of overseas op-
erations to ensure they are com-
pliant with local and other rules.
However, if an opportunity were
to arise in a geography that made
commercial sense, we would
definitely look at it.”

Exponential growth

Aspinall believes the next five
years will see a real shift in the
CPRI marketplace in terms of
the demand for and expansion
in the scope of the cover provid-
ed by the product. “We think the
market has the potential to grow
exponentially. For us, the future
is very exciting. At BPL Global,
the capabilities to support that
growth have been very careful-

ly put in place. We are in a very
strong position to grow as the
market grows by having the right
people present in the right global
hubs,” she adds.

There are several reasons,
according to Esdaile, why BPL
Global has not only remained in-
dependent over the past 35 years
but also has seen significant
growth in the current market
environment.

“The market is specialist and,
although it is a lot bigger than
it was, remains relatively small
compared to the general insur-
ance classes that a corporate
risk manager would be looking
to their broker to take care of.
And, as an essentially mono-
line broker, if we get a compa-
ny’s CPRI business we are not
going to, like a Trojan horse,
threaten to take other classes
of business away from their
house broker.”

In fact, BPL Global has often in
the past, worked for the foreign
offices of some of the big brokers.
“For some of these brokers, they
would rather deal with us as a
dedicated sector specialist than
with their own team in London.
This is one example of where the
big broker business model does
not quite work.”

The other main factor is that
the firm’s contact points with-
in the clients it deals with are,
typically, not risk managers
in the traditional sense, Esdai-
le says. “This is particularly
the case with our bank clients,
where we are dealing with the
finance departments, finance
offices or the transaction units
within banks and other finan-
cial institutions. They would
probably not have great know-
ledge of their organisation’s gen-
eral insurance requirements or
placement strategies.

“But this is not to say that we
don’t face strong competition
from the well-equipped larger
broking houses. We very much
do,” he adds.

According to Aspinall, the typi-
cal buyer of CPRI tends to be very
focused on the requirements of
the individual risk. “They are
focused on getting the policy tai-
lored for that particular trans-
action. And for that they need a
transactional risk specialist in-
side the company, which means
the purchase decision maker
within the insured is typical-
ly not the same person who is
making the decision on the com-
pany’s property and liability pro-
grammes,” she says.



Caribbean insurers rebound from
2016 and 2017 hurricanes

Net income
surges to $32m
in 2018

John Shutt, Los Angeles

US correspondent

aribbean property/casual-

ty insurers saw net income

rebound significantly to

a cumulative $32.2m in
2018, according to a market seg-
ment report by AM Best.

This came after they posted
hurricane-driven losses in 2016
and 2017.

Insurers experienced very lit-
tle or no impact from weather-
related events last year, the rating
agency’s report said.

Soft market conditions persist-
ed across the region and compa-
nies endured reinsurance rate
hikes in storm-affected jurisdic-
tions, but they were able to in-
crease rates in those territories.

As a result, gross premiums in-
creased 9.7% and net premiums
grew 18.8% in 2018, while the
combined ratio improved by 10.4
points to 96.2%, the report said.

Consolidated surplus fell by
1.4%, largely reflecting invest-
ment writedowns tied to Barba-
dos’ sovereign debt.

Artex shuffles Bermuda executives

Artex Risk Solutions has appoint-
ed Rob Eastham to the newly cre-
ated post of executive chairman
of Artex Bermuda, writes Michael
Faulkner.

With 38 years of reinsurance
experience, Eastham previously
served as managing director of
Artex Bermuda, focusing on its
insurance-linked securities (ILS)
business.

Artex is the alternative risk
transfer and insurance manage-

ment services business of US
broking group Arthur J Gallagher
& Co.

Fellow Artex executive Scott
Cobon will succeed Eastham as
managing director of the Bermu-
da operation.

In other moves, Paul Eaton has
been appointed to the newly cre-
ated post of ILS managing direc-
tor, and Mike Matthews has been
appointed commercial director of
Artex International.

Clarification

In yesterday’s issue of Insurance
Day we mistakenly ran a picture
of Richard Pexton rather than Da-
vid Pexton with the story “Liiba
adds two to board”. We are happy
to publish the correct image.
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